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1 INTRODUCTION 
 
1.1 Background information  
 
The author has been living in Finland for 3.5 years at the time of writing and as a 
foreign student living in Finland, the future job opportunities are limited and very 
competitive. After the completion of his Bachelor’s degree, the author wishes to start a 
new company based on the information and skills he has acquired during the course of 
degree. The purpose of this thesis is to research how to create a business plan for a 
startup service company. Based on the author’s potential business idea, this thesis acts 
as a guide to empower the author with all the relevant knowledge and understanding 
necessary to create a complete and competent business plan. This thesis provides the 
author the opportunity to research, study and analyze the requirements for a startup 
company in Finland and discover whether the business idea has the potential to be 
successful. The analysis of the completed business plan comes in the form of a 
professional advisor from New Co Helsinki. Starting a new company is an arduous task 
and a financial risk. This thesis allows the author to prepare the necessary information 
required to start and maintain the company and to discover whether the business idea is 
deserving of the risk. 
The business idea is providing modern gift packages that are customizable if required 
and can be ordered online and shipped anywhere in Finland within 24 hours of 
purchase.  
 
 
1.2 Research aim 
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The essential aim is to create and analyze a complete, functional business plan. The 
research will look into what a business plan is consisted of, what is its aim, what is its 
significance and what is required to create one. Research is broken down into easy 
defined sections to provide a guide. Particularly establishing extra requirements, if any, 
for a service based company. It also aims to explain different concepts related to the 
topic so that they are easily understandable, for example; different components of a 
business plan and the benefits of a business plan. The literature review provides this 
basic framework which is then to be supported by the empirical findings. The empirical 
findings are essentially unique to the business idea proposal within the thesis. 
Once the initial research had defined and explained what is needed for the business 
plan, the empirical research aims to provide relevant answers for these concepts so that 
a complete business plan can be created. It is only then that the business plan is 
analyzed by a professional to determine its feasibility. 
 
 
1.3 Research questions 
 
The research questions are: 
 
1. How to create a functional business plan for a startup service company? 
2. Is this business idea feasible? 
 
1.4 Focus and limitations  
 
 This thesis work focuses on what is required to create a complete startup business plan. 
The necessary information that allows the author to present the business plan to an 
advisor, with the next stage being financial backing, if applicable. The business would 
be a service company with an online store, meaning that the store would be an essential 
part of the business. This thesis does not include researching the requirements needed to 
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create and maintain an online store. Neither does this thesis include researching website 
software, user compatibility, payment methods or other online store related information. 
That research is too broad and vast and would need its own research entirely. The 
research is relevant to starting the company as a small enterprise. The thesis does not 
research or cover certain aspects preferable when creating a startup plan, because the 
business in question will be service based and some criteria is not applicable. Meaning 
some aspects of creating a business plan are not applicable in the writing of this thesis. 
Instead, this thesis focuses on the fundamentals of business plan creation and the 
information that is certainly required by the professional advisor whom analyses it. The 
results of this thesis are focused into a complete business plan, created by the author. 
This thesis also focuses primarily on starting a company in Finland. Much of the 
information is relevant globally, however, different countries require different 
information so parts of the theoretical portion of this thesis may not be accurate when 
starting a company in another country. 
 
1.5 Structure and Material of study 
The literature review part of this thesis, provides the foundation for the rest of the thesis. 
In the literature review, research and an outline guide are both created regarding what 
steps the author needs to follow to ensure a business plan can be created. These are the 
subject of study for the thesis. The literature review is comprised of secondary research 
gained from academic books, for example; Scarborough, N. M. 2012, Effective small 
business management. Upper Saddle River, N.J., Prentice Hall.  Academic Journals are 
also another form of source as well as websites, once their validity was able to be 
established. These sources are the instruments for the thesis. The academic books are all 
being based on the creation and implementation of a business plan. Also information 
regarding entrepreneurship. The knowledge that is gained from the literature review 
helps to explain not only what is necessary for the business plan but also why it is of 
importance. After the theoretical part of this thesis is established, the empirical research 
begins. The empirical research consists of predominantly primary data obtained by the 
author and contains some secondary data. This data will be displayed in the format of a 
completed business plan. The business plan will be attached to this thesis work as an 
appendix. 
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2 RESEARCH METHODS 
 
2.1 Research Design 
The first research question is: How to create a functional business plan. The chosen 
method to answering this question is by creating an extensive literature review from 
secondary sources. Secondary research conducted online allows the author to establish 
credible sources of knowledge on the thesis topic which then acts as a guide to carrying 
out the empirical research. The aim of the literature review has been to provide the 
theoretical argument for the thesis topic. This is then used as the method to answer the 
research questions when interpreting the results of the secondary and primary research. 
 
The empirical research importantly provides the primary information required to create 
the business plan. This research has been obtained using methods of observation; 
market research and qualitative research. The combined information obtained, allows 
the author to complete the business plan before submitting it for professional analysis. 
This analysis by a professional advisor will aim to answer the second research question: 
Is this business idea feasible? One professional opinion, in this case is deemed sufficient 
for offering credible advice and information. 
The empirical research is used to explore new ideas related to the thesis topic with the 
aim of obtaining relevant information to help the author in forming the hypothesis about 
the thesis topic. Different techniques used in empirical research quite often include case 
studies, historical analysis and observations. (Habib et al., 2014) 
 
 
2.2 Data collection, Analysis and Interpretation 
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With the completion of the literature review, this thesis is provided with more clarity on 
what specific data needs to be collected. Academic books, journals and websites have 
been chosen as the instruments for collecting the secondary research. The business plan 
will be broken down into different sections, including but not limited to; summary of 
business; products and services; customers and markets; competition; sales and 
profitability. The data required for each section is also collected by primary and 
secondary research 
  
Various instruments are used for collecting the primary data for the empirical section of 
the thesis. These include but are not limited to qualitative research such as observations.  
 
The secondary data obtained from the literature review is gathered to form a complete 
overview of a business plan, at which point it is then sorted into information that is 
relevant to the object of this thesis. Before applying the information, it is important to 
check and cross reference with other sources to ensure the information’s validity and 
that it is up to date with current business logic. It is important for this thesis work and 
others, to distinguish between primary sources and critical literature. (Eco et al., 2015) 
The majority of the data obtained for the empirical part of this thesis is qualitative data. 
The qualitative data is sorted into their relevant categories before being applied to the 
business plan. Part of the empirical data is unique financial data based on estimates and 
budgets. These are created using example data collected from observations. The data is 
also then applied to the appropriate part of the business plan when complete.   
 
The data retrieved from research is almost completely qualitative and the method of 
interpretation is content analysis. A quantitative description could however, be created 
using other parts of the data, that can instantly demonstrate the results. (Silverman, 
2011) 
Data that is retrieved from the empirical research is interpreted by implementing it into 
the relevant parts of the business plan. The results of this research then form a complete 
business plan which is analyzed with the assistance of a professional advisor. Following 
the meeting with the advisor, the thesis work is able to interpret whether the results of 
the data analysis have been successful in answering the research questions. 
 
  10 
2.3 Reliability 
When creating the literature review, this thesis work relies on many different sources 
and where possible, the sources have always been retrieved from an academic library to 
ensure more authoritative and reliable sources. Although most of the source material is 
retrieved form educational or professional journals, some of the material has been 
accessed through internet research and this thesis has taken many measures to ensure 
their quality. 
When looking at sources this thesis work evaluates them based on accuracy, authority 
and objectivity. Much of the source information has been based on proven business 
facts reputable authors and not biased opinion and it is assumed therefore, that this 
information is correct. The information has been gathered from multiple sources and 
verified against each other and when an author is unable to be determined, the source is 
not used.  There are different perspectives on how to create a business plan and to avoid 
personal opinions or new ideas, this thesis work has gone with the most recognized and 
qualified method. 
 
 
 
 
3 THEORETICAL FRAMEWORK 
 
3.1 Why is a business plan needed?  
That can be answered with the three main benefits of a business plan: To act as a guide 
and an operating tool to the business; To act as official documentation when requesting 
financial backing and help communicate your ideas to others; and by putting the time 
and effort into writing the business plan, it allows the entrepreneur the chance to look 
objectively and critically at the business idea. (Pinson, 2000)  
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Arguably, the most vital and overlooked challenge a small business faces, is creating 
and implementing a business plan. Entrepreneurs by their very nature, are people of 
action and for those unburdened by the prospect of financial instability, the tendency is 
to try several approaches to starting a business and see what works. Those companies 
may, in some cases, be able achieve short-lived success but that dissipates as soon as 
competitors appear, unforeseen risks arise or expansion is needed. (Scarborough 2012, 
p.38) 
 
A beginning consideration that needs to be addressed immediately is that of 
differentiation. It is vital for a small company establish why it is unique and different 
from its competitors if it wishes to survive against bigger competition. According to 
(Scarborough 2012, p.39) “From a strategic perspective, the key to business success is 
to develop a unique competitive advantage, one that creates value for customers, is 
sustainable, and is difficult for competitors to duplicate. No business can be everything 
to everyone”. 
The main reason for creating a business plan is to have a guide that you will be able to 
follow throughout the life of the business. The business world moves fast and it will not 
wait for decisions to be made spontaneously. With the help of your plan, you will be 
able to implement strategies. It will provide you with a detailed overview of the 
company and be used as a tool for analyzing your progress. As new businesses have no 
history for reference, most of the information will come from research of the current 
industry and plans will be made on projections. To truly be of real value though, the 
business plan must constantly be kept up-to-date. (Pinson, 2000) 
For most entrepreneurs starting a business, the business plan will also be significant as a 
requirement for seeking financial backing. Regardless of it being an angel investor or a 
high street bank, if you are seeking capital, your business plan is essential for many 
reasons. It will explain to the investor/lender about how the finances will benefit the 
company and help reach goals. The investor/lender will want to know about his return 
on investment and so cash flow maintenance and loan repayment information is 
invaluable to them. (Pinson, 2000). Other information investors will want present in the 
business plan include: Is there a demand for your product or service? Have you 
established a proprietary position? Are your projections realistic? Do you have a 
competent marketing plan? Can you meet the lender’s financial goals? (Pinson 2000, 
p4) 
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When creating a business plan, it is necessary to look into the future. The business plan 
is essentially a strategy for conquering challenges and opportunities that the business 
will inevitably encounter. There are many different formats that a business plan can take 
and the overall layout is flexible, assuming, that the required information is included. 
 
 
3.2 Business Plan Format 
 
Figure 1. Three parts to the Business Plan (Bangs, 2001) 
 
As you can see from Figure 1, which shows the three parts to a business plan, all 
business plans have the same basic three parts. There are different ways that the 
information can be presented, but essentially this is what a business plan should contain. 
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This is the very minimum required and the more detail that can be conveyed, the better. 
A SWOT analysis is an optional element but is often chosen to show the business’ 
primary Strengths and Weaknesses and the potential Opportunities and Threats facing 
the business. (Bangs 2001, p4) 
3.3 Outline of a business plan 
 
As stated before, there are different ways that a business plan can be presented and the 
information can be displayed. Below is a recommendation for what should be included 
in a business plan. Not all of the information will be relevant to all business ideas and 
some information can be left out intentionally, however the better prepared you are with 
your business plan, the greater your understanding of the business will be. According to 
(Bangs, 2001) this is vital as “Your business plan can help you avoid going into a 
business venture that is doomed to failure”. A thorough business plan outline should 
look similar to the following: 
 
• Cover Sheet. 
• Statement of Purpose or Executive Summary 
• Table of Contents 
 
• Section One: The Business 
1. Description of Business 
2. Product/Service 
3. Market 
4. Location of Business 
5. Competition 
6. Risks and Opportunities 
7. Management 
8. Personnel 
9. Application and Expected Effect of Loan 
10. Summary 
 
• Section Two: Financial Data 
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1. Sources and Applications of funding 
2. Capital Equipment List 
3. Balance Sheet 
4. Break-Even Analysis 
5. Income projections (Profit and Loss Statements) 
i. Three-year summary 
ii. Detail by month for first year 
iii. Detail by quarter for second and third years 
iv. Notes of explanation 
6. Cash Flow projection 
i. Detail by month for first year 
ii. Detail by quarter for second and third years 
iii. Notes of explanation 
7. Deviation Analysis 
8. Historical Financial Reports for Existing Business 
i. Balance sheet for past three years 
ii. Income statements for past three years 
iii. Tax returns 
 
Section Three: Supporting Documents 
Personal resumes, cost of living budget, credit reports, personal balance sheets, letters of 
reference, letters of intent, legal documents and any documents that would be deemed 
relevant to the business plan. 
Figure 2 Outline of a Business Plan (Bangs, 2001) 
 
As you can see from Figure 2; which shows the outline of a business plan, the 
information required is detailed and arduous. It is the reason many choose to forego the 
procedure. It is not an easy process but it is a vital one. It can identify problems early 
on, those which might otherwise be overlooked and allow you to identify the causes and 
avoid them further into the business venture. Although the process may be daunting for 
those lacking a business degree and even many of those that do possess business 
knowledge, there are many options available to seek advice and guidance. NewCo 
Helsinki is just one of many options available to Entrepreneurs in Helsinki, with 
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seminars and information lectures available at any point of a business timeline. This 
thesis will also explain the different parts of the business plan further. 
3.4 Cover sheet 
The cover sheet will always be the first impression for anyone analyzing your business 
plan. Start as you mean to go on. It serves as a title page and will provide those reading, 
with their first impression of your business plan. Professionalism is key and the cover 
sheet should be tidy but attractive whilst containing all of the necessary information. It 
is very important that no information is left out mistakenly. It will not help the reader’s 
confidence in your professional abilities. (Pinson, 2000) 
 
The cover sheet should include the following: 
• Company name 
• Address 
• Contact details 
• Website (if applicable) 
• Logo (if applicable) 
• Names and contact details of all owners 
• Date of issue 
• Number of copy 
• Name of the person who prepared the document 
 
A lot of information is needed on one page, so being concise is advantageous when 
regarding that those reading may have limited time. Listing the details of all owners 
provides the reader with the structure of the company and who to contact for more 
information in order of the key people. (Pinson, 2000) 
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Figure 3. A sample cover sheet (Bangs, 2001) 
3.5 Statement of purpose of Executive Summary 
The Statement of purpose or Executive summary simply states your objectives. What 
you company will do, where will it go, why and how it will get there. Although it is 
present at the beginning of the plan, it is best practice to create it after the business plan 
has been completed. (Pinson, 2000) 
 
If the plan is only being created for the company’s use, then a brief description of how it 
is intended to be used by the company is sufficient. If the plan is also to be used as a 
financial proposal however, then additional information is needed, such as: 
• Who is seeking financing? 
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• The business structure and type (partnership, sole proprietorship etc.) 
• How much finance is being sought? 
• What is the finance needed for? 
• How will the business benefit from the financing? 
• Does the financing make business sense, why? 
• Plans for repayment 
This section of the plan needs to be short but explanatory. It may determine whether the 
reader wishes to continue reading and therefore it must be as attractive as possible, from 
an attention perspective. (Bangs, 2001).  
 
Depending whether the plan is being presented to a financial lender, angel investor or 
venture capitalist will greatly determine how this part of the plan is created and 
presented. (Pinson, 2000) 
3.6 Table of Contents 
 
The table of contents should follow and present the structure of the business plan. As 
business plans are often long, it is important for the reader to be able to pinpoint exact 
parts quickly for reference. It can be based on three main sections before expanding: 
1. The Business 
2. Financial data 
3. Supporting Documents 
 
3.7 The Business 
3.7.1 Description of business 
This section of the business plan is arguably the most important. It explains, what your 
business is; How you are going to run it and Why you think your business will succeed. 
A broad overview of the business is necessary but it must answer several key questions. 
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The entire plan is based on an understanding of and decision on what the business is. It 
should include: 
• What business are you in? 
• What is the business’ status (start-up)? 
• What is the business structure and type? 
• Why is your business going to be profitable? 
• When will the business open? 
• Business hours 
• Is it seasonal? 
 
The first question is the hardest to answer and may be the single most important 
decision. (Bangs, 2001) 
 
Along with the preceding questions, startup business must also define: 
• Why will the business succeed? 
• What is your experience in this business? 
• Have you conferred with others in the business area? 
• What differentiates your business? 
• Have you spoken with trade suppliers and discusses credit? (if applicable) 
• What are the terms of any contracts (if applicable)? 
• How will you counter slow payment from customers? 
 
3.7.2 The Product or Service 
Unless your product/service is a new concept, it will be competing with other similar 
products/services. It is therefore necessary to determine why and how your 
product/service is unique and take advantage of this fact. Differentiation is not just key 
but invaluable.  
This section must include what you are selling. Not just what products/services you are 
selling but what value are you providing. (Bangs, 2001)  
Why are customers essentially buying from you? Value, convenience? Also: 
• What are the benefits? 
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• How do your products/services differ from competitors? 
• Is your product new or just unique? Why? 
• If it is not unique or special, then why will people buy from you? Better 
location, superior after sales? Locally produced? 
It is important to explain why you are not solely relying on the uniqueness or difference 
of your product/service, but how you are going to answer the needs of the market. 
Specific to services, include how your service is provided and where the service shall be 
performed. If you have both a product and service, how will the business work? Will 
you hold inventory or rely on manufacturers or wholesalers? (Pinson, 2000) 
 
3.7.3 The Market and Customers 
This is your marketing plan. An essential plan to answer key questions. Having no 
knowledge of your market is not an option and is the quickest path to failure.  
• What are your target markets? 
• Who do you think your customers will be? Do you have a demographic? 
 
When the customers have been identified, this section must explain how your business 
will tailor to their needs. The image of the company, the business hours, the personnel 
selected accordingly. Everything revolves around your customers and this section 
explains how you will do that.  
• Who are the people buying form you? 
• How do you characterize you market? 
All this information explains the basis for subsequent marketing and what your strategy 
is. Have you done market research already? How? What were the results? Include 
everything in this section. If you cannot explain or decide who your customers are then 
the business is not capable of delivering what they want. (Bangs, 2001) 
 
3.7.4 Sales, Distribution and Pricing 
Too often, startups put all their attention into creating their product/service, but neglect 
the highly important part of the business model that is sales and distribution, until they 
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are ready to ship. It needs to be planned in conjunction with everything else. The right 
distribution channel may not be present in your location and an alternative must be 
determined that is economically viable. It is this reason that this section of the plan is 
well thought out. An important part of this is location but for a service company that is 
less so. More emphasis however will be on the logistics then and how the company will 
tackle this in a favorable way. (Bangs, 2001) 
The business plan must explain what your pricing strategy is and how you came to that 
conclusion. It is a difficult strategy to determine the correct price point and readers of 
your plan will be very interested to learn how you have determined this. Price and 
perceived value are harmonious and consider this when deciding. (Bangs, 2001) 
 
The purpose of your marketing strategy should be to: 
• Create a strong brand 
• Build a good customer base 
• Increase sales 
It is a vital part of your business plan and investors/financers will be need to understand 
how important the results of your marketing strategy are to the business as it is costly.  
Make this clear in this section. (Pinson, 2000) 
 
3.7.5 Competition 
Clearly define who you are competing with in the market. What are their strengths and 
what are their weaknesses, if any? If you can obtain the knowledge, explain what your 
competitors’ products are, how are they better/worse, what is their pricing? How do 
they advertise? How is their business doing? (Pinson, 2000) 
Analyze market trends if applicable and industry trends. List all of your competitors, no 
matter how insignificant they appear. What have you learned from observing their 
operations? How will your operation be better? (Bangs, 2001) 
If your product/service is entirely new and lacks competition, include your strategy to 
counter competition, which will inevitably arise. 
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3.7.6 Risks and Opportunities 
 
What are your business’ risks and opportunities? What are your business’ strengths and 
opportunities? How do they compare or differ to your competitors? 
It is important to document how you have reached your findings and that you don’t just 
list them. Most companies use a SWOT analysis method. Research that identifies a 
business’ Strengths, Weaknesses, Opportunities and Threats. If you have done this, 
include it into the section with an explanation. If you have not, then complete one 
before proceeding. If your business plan contains an operations plan, then you can 
include it here. It is an expansion on the SWOT analysis and financial backers may 
request one. (Scarborough, 2012) 
 
3.7.7 Management & Personnel 
 
The purpose of this section is to clarify what measures will be taken to prevent 
managerial failures. If there are any weaknesses in the staff, then how have these been 
addressed and what is the strategy to eradicate them. If you are inexperienced, will you 
be outsourcing some business procedure such as accounting and website maintenance. 
Who will be in charge of what? What are their qualifications and experience? Will staff 
be taking salaries? This needs to be explained here as well as outlined in the financial 
section. Also: 
• What skills will your business require? 
• What are the personnel requirements now? (if applicable) 
If you will be hiring staff: 
• Are the skilled people available? Where? 
• Full-time or Part-time? 
• Will employees be salaried or hourly? 
• Will you need to train people? How long and how much will that cost?  
When hiring staff, it should be on the basis that profitability will increase. This may 
take time so will your startup company be able to sustain the extra cost. Is it really 
necessary? (Bangs, 2001) 
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3.7.8 Application and Expected Effect of the Loan 
This section is important to define the funds that you require and how they will be 
spent. Where possible, do not estimate. One strategy for startups is to provide three 
samples of the funds you require based on three perspectives, a very basic requirement, 
a reasonable requirement and an optimal requirement. Then discuss your choice and 
give an explanation why you have chosen it. (Bangs, 2001) 
 
 This section should include: 
• How will the funds be used? 
• What purchases will be made 
• The supplier(s) 
• The price 
• Specific product details 
The financial provider will be interested in this information. It is common that lenders 
and financial backers will want to use the purchases made, as insurance for the financial 
backing. Explain why the funds are really necessary and how they will allow the 
business to be more profitable. (Bangs, 2001) 
 
3.8 Financial Data 
Financial data documents are important when presenting your business plan to potential 
investors and lenders but that is not the only reason. The financial documents that you 
produce are a quantitative analysis of the business proposal and if done correctly, they 
allow you take a realistic look at your business venture from a financial perspective. 
Importantly, in terms of profitability.  
 
The main purpose of writing a business plan is to create a guide that your business can 
use in the present and in the future. This is true with the financial segment also. For this 
reason, it is necessary to constantly update the financial plan throughout the business’ 
life. The financial plans act as a benchmark and allow you a frame of reference when 
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comparing performance to your projections and updating your strategy where necessary. 
(Scarborough, 2012) 
 
3.8.1 Sources and Applications of Funding 
This section is where supporting documents are placed with respect to the information 
given under “Application and Expected Effect of Loan”. This information is important 
with regards to liquidity. (Bangs, 2001) 
3.8.2 Capital equipment list 
This is most likely not applicable to most startups dependent on the stage of the 
business development. This section though, should contain a list of capital equipment 
with the aim of keeping control over those assets that are depreciable. Capital 
equipment is that which the company uses to manufacture a product or provide a service 
or sell/store/deliver inventory. (Bangs, 2001) 
3.8.3 Balance sheet and Income statement 
If your business is in the extremely early stages of life, then it’s possible that it will not 
have any assets or liabilities. As such, it will not have a Balance Sheet. A balance sheet 
is essentially a snapshot of a business, providing an estimate of the company’s worth at 
that particular time. It is built on the basic principle that Assets = Liabilities so if your 
business has one, it should balance. (Scarborough, 2012) 
3.8.4 Break Even Analysis 
The Break-even analysis description here, requires a strategy, whereby the business 
breaks even. Break-even being the point at which a business does not make profit nor 
does it lose money. 
It is calculated simply by adding your fixed costs and variable costs: 
(S) Sales = FC (Fixed Costs) + VC (Variable Costs) 
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It is a simple formula, assuming you have the correct figures for your costs and that you 
have determined how much your sales will be per unit/sale. With a new startup though, 
these are of course projections but based on real costs analysis not estimates, where 
possible. Once the Break-Even point has been established, it can be figured to provide 
an annual, monthly, weekly or daily point. If you are selling a product, dividing the 
break- even point by the unit cost will give you the Analysis in terms of Unit sales. 
(Bangs, 2001) 
 
 
Figure 4. Shows an example of a Break-Even Analysis presentation (Bangs, 2001) 
 
3.8.5 Income & Cash flow Projection 
It is expected that startups calculate a three-year projection. The first year should be 
projected on a month by month perspective. The second and third year should be 
projected by quarters only. If the first year’s projection does not reach a break-even 
point, then it is advisable to continue projecting month by month until the point is 
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reached. The income statement projections should be accompanied by an explanation of 
the figures and assumptions that were made. (Scarborough, 2012) 
Your cash flow projection is the most important financial planning tool. It is necessary 
to see when and where you will potentially need cash. This is in order to keep the 
business from stagnating. It should also be accompanied by explanations to how the 
figures were obtained. (Bangs, 2001) 
 
3.9 Supporting Documents 
This final section of the business plan is for all of the documents that can provide 
assurance and confirmation of the business’ claims and support them. It will depend 
entirely on the age of your business. They can include: 
• Personal résumé of all main owners 
• Credit information 
• Any quotes or estimates  
• Letters or intent from perspective customers (if applicable) 
• Letters of support from credible people 
• Any legal agreements 
• Other legal documents 
 
All relevant documents should be included in this section to help further your claims. 
3.10  Which layout to choose 
There are many different layouts that can be chosen when creating a business plan. The 
information required remains constant but the order in which it is presented can vary. 
There are best practices that are generally effective and most effective, such as 
suggested by (Bangs, 2001). The length and degree of detail may also vary, depending 
on certain factors, for example, whether an application for funding is being made. 
 
This theoretical framework outlines all the required information to complete a business 
plan, however, some parts may be omitted dependent on their relevance. The business 
plan created as part of this thesis will be in the format provided by NewCo Helsinki and 
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Liiketoimintasuunnitelma.com as it is the required format by NewCo Helsinki, in order 
for a business advisor to analyze it. The layout is: 
1. Summary of the business 
2. Strengths, weaknesses, opportunities and threats 
3. Expertise 
4. Products and Services 
5. Customers and markets 
6. Markets and competition 
7. Your company (management, outsourcing, and personnel) 
8. Financial administration and accounting 
9. Capital requirements 
10. Sales projections 
11. 3-year performance 
 
The same information is required as the layout from (Bangs, 2001) but some of it has 
been grouped in different categories and there is less emphasis on the financial data as 
financial backing is not being sought from the author and so less detailed information is 
required. Therefore, the Deviation analysis and cash flow projections are not required 
and the income statement is not required on a month by month basis. 
 
 
4 DISCUSSION 
 
As mentioned in the theoretical framework, there are many formats that a business plan 
can take, however they will always cover the same material. When constructing his 
business plan, the author chose an existing format provided by 
Liiketoimintasuunnitelma.com, whom work in partnership with NewCo Helsinki. This 
style of business plan layout is recommended by NewCo Helsinki due to its ease of use 
for new entrepreneurs. It was also chosen by the author so that it would facilitate the 
meeting with the business advisor and allow for a more efficient meeting. 
 
Once the business plan had been completed, a meeting was arranged with NewCo 
Helsinki to discuss and obtain their professional opinion and advice. The author met 
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with Hannele Kostiainen, a business advisor at New Co Helsinki. The purpose of the 
meeting was to analyze the business plan together with Hannele and answer the second 
research question; Is this business feasible? 
 
The business idea was pitched to Hannele, whom then examined the business plan in 
detail. Although not wishing to give her personal opinion on the business idea itself, 
Hannele was positive about the content of the business plan, explaining that all the 
relevant information was present and that it was clear a great deal of research had been 
undertaken. As the business idea is a relatively new concept, Hannele explained that it 
would take a long time to determine if the idea could be successful. She concluded that 
in principle, the business plan was perfectly sufficient and there was no reason to 
suggest that the business idea is not feasible. Whether the business could be successful, 
Hannele did not want to surmise. 
 
This process was beneficial for the author. It allowed an opportunity to look at the 
business idea critically from all perspectives and from a purely professional point of 
view. Analyzing each detail separately and meticulously meant that the author could 
finally view the business idea without emotion. Entrepreneurialism requires emotion 
and passion but it also requires the ability to look at an idea objectively, not just 
subjectively. That is what this process has allowed the author to do. When analyzing all 
the facts, it leaves no choice but to think objectively. This process has also educated the 
author in the size of the task required to create a business plan. The author was 
previously unaware of the considerable number of hours needed to undertake research 
and gather all the required information.  
 
5 CONCLUSION 
 
The aim of this thesis was to determine how to create a functional business plan for a 
startup service company and determine whether the author’s business idea is feasible. 
The author was passionate about a business idea but lacked the necessary knowledge to 
take the idea further. This thesis provided a fitting platform, from which to gain 
knowledge and understanding through research and analysis. 
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Whilst meeting Hannele Kostiainen at NewCo Helsinki, she offered some professional 
advice regarding the business. The author had explained to her that the strategy for the 
business initially would be to minimize costs and start small, in order to reduce the need 
for capital and possibly maintain the risk. Hannele supposed that the business would 
most likely need rapid growth and large investment if it wished for long term success. If 
the concept proved to be popular with consumers, then the business would be under 
threat form larger, established companies that could take over the market before there is 
a chance to scale the business. 
 
As with all good ideas, the longer one gets to think them over, the likelihood is that one 
will find more faults with it. The author maintains that the business idea is a fresh and 
creative one; filling a gap in the service industry. The business plan calculations have 
shown that the business could potentially be profitable in its first year. With regards to 
longevity, the future performance of the business is rather unclear. This report has been 
extremely advantageous to the author and educational. It is not known how the author 
will proceed with the business idea, however thanks to the research undertaken, the 
author is in a more suitable and well advised position to make a decision. 
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